To; 


Distiibution 


Dale: E^bfa aty 14; 1 99 5 -" ^33 

From: Vicki Bemer/Amaiind Tan 

Re: Van Scheduling 


Entering its third successful year (1995), the Mai'lboro Van Program will operate for 22 weeks from May to 
October We have revised the Van Scheduling Procedure to accomodate those tefi4^es that have fewer than 
22 Mega Accoon.^ 

FOR -TER-R-T-TORlXIEjj WITH MORE THAN 22 MEGA ACCOUNTS (as onmmunicated in 
the 5/95 Monthly Sales Planner) IdK) ' 

• In order to reach the greatest amount of accounts, do not schedule qualified stores more than 
once. 

• When selling in the van program, use a 5 day, 6-7 hour per day event schedule per week 
for increased account penetration with consideration for drive time to stores fonn the Powerforce 
warehouses. 

• The van can only he scheduled for Mega outlets an average of once per w'eek (22 days per van). 


/ UHJirS _ ___ 

i FOR WITH FEWETg ttf AN 22 M EGA 







Those Units with fewer than 22 quaMicd Mv an accounts should schedule 4 ten hour 
days per week instead of 5 ei^it hour days [ler uccl\ a ftcr each of the Mega 
accounts has been visited once . 


Tlie remaining 4 day weeks w'ould ONLY s^vice non-Mega accounts since presuiriably all Mega 
accounts will have had tire van once. 

If vou feel that certain of your Mega accounts wairants a second visit then reschedule that account 
towards the end of the program. That will allow us time to analyze the distribution rate of incentives 
at Mega accounts to be ceriain we have sufficient quantities available. 


We believe llrese new scheduling guidelines will ensure that ALL Mega accounts will have the opportunity to 
participate in the Van program and still allow us to achieve our goal of providing this program to the greatest 
number of qualified Retail Masters Accounts. 


Please call Vicki Berner at extension 2866 or Amarind Tan at extension 28lO if you have any questions. 


Source: https://www.industrydocuments.ucsf.edu/docs/rfkm0004 
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